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A Word from the President
REGIONAL DIRECTORS
Region One:
(CT, DE, ME, MA, NH, NJ, NY, PA, RI, VT)
Rob Arey –Polar Caves Park, NH
rob.arey@polarcaves.com Ph: 603-536-1888
Region Two:
(MD, VA, WV, KY)
Rho Lansden – Lost River Cave & Valley, KY
rho@lostrivercave.com Ph: 540-743-6551
Region Three: (IL, IN, MI, OH)
Claudia Yundt - Squire Boone Caverns, IN
claudia@squireboone.com Ph: 812-732-4382
Region Four: (AR, IA, KS, MO, NE)
Steve Thompson - Bridal Cave, MO
steve@bridalcave.com Ph: 573-346-2676
Region Five: (MN, MT, ND, SD, WI)
Joe Klimczak - Cave of the Mounds, WI
joe@caveofthemounds.com Ph: 608-437-3038
Region Six: (CA, ID, NV, OR, WA, AK, HI,
Barbados, Bermuda)
Matt Doyle – Lake Shasta Caverns, CA
mdoyle@lakeshastacaverns.com
Ph: 800-795-CAVE

Welcome back to another edition of Cave Talk. You will note the length of the
publication is growing and hopefully agree that it is filled with useful information.
Many caves and their managers have received awards on their outstanding work. If
you or your cave has received such an award please share it with the NCA community
as did Linda Coleberd for Mark Twain Cave Complex and Steve Thompson in this
issue.
Is your cave operation going “green”? Follow an NCA trendsetter and view a video with
Hugh Morrow of Ruby Falls describing how you can both be green AND save money. If
your operation is going green, let us know so we can share some tips.
New cave trails/tours can be useful for generating additional revenue. Follow below
Dennis Boyer’s efforts at War Eagle Cavern on Beaver Lake for their expansion project.
Is your operation expanding too? Again, let us know. Picture and videos are a great
way to tell the story.
Relationships with other organizations can also pay dividends to our NCA members.
Make note of the NCKRI & ACEMA requests below (you’ll have to read them to figure
out the acronyms). The extensive article that appeared in the Souvenir, Gifts &
Novelties Jan issue is chalk full of great suggestions by NCA members. We are
currently in discussion with the editors to do more articles in the future.
That’s it for now and as always… Keep Moving Forward!

Region Seven: (AZ, CO, NM, UT, WY)
Steve Runkle - Cave of the Winds, CO
rsr@caveofthewinds.com Ph: 719-685-5444
Region Eight: (LA, OK, TX)
Ed Mayfield – Caverns of Sonora, TX
edmayfield@mac.com Ph: 325-387-3105
Region Nine: (AL, FL, GA, MS, NC, SC, TN,)
Patty Perlaky – Raccoon Mt. Caverns, TN
caveperl@yahoo.com Ph: 423-821-9403

Greg Beckler
NCA President

Mark Twain Cave Complex Honored
Mark Twain Cave Complex was honored by the University of
Missouri Extension Center and Center for Small Business on
January 30, 2013. From the seven regions in Missouri the
Cave Complex was the only one from Northeast Missouri. A
banquet was held for the 22 honorees from across the state
who worked with the MU Extension in development or
technology. “It was an opportunity for us to showcase our
businesses and our progress in the last 2-3 years” said Linda
Coleberd. Mark Twain Cave Complex received proclamations
from the Senate and the House of Representatives and a
beautiful plaque from the Extension Office. The University of
Missouri Extension Center along with cave management
designed and implemented distinctive branding for the complex
and individual ones for each of the shops. Each of these are
unique and universal to each of our different shops.
Of the twenty-two honorees, most were in manufacturing also
some medical, technical, and environmental fields and only two
in tourism.
Linda Coleberd receives award honoring Mark Twain Cave Complex
The University of Missouri Extension along with the Small
Business and Technology Department was a free service offered upon referral from business partners in the community.

Congratulations to Linda and her team!

Video Clips In The News
Live Green Tennessee – Ruby Falls
As America's deepest commercial cave and most visited underground waterfall, Ruby Falls has been a staple of Chattanooga tourism
since its opening in 1929. But in 2007, the historic natural attraction began its "Different Shades of Green" program. The initiative has
resulted in some pretty significant changes, and is now providing a more sustainable, cost-effective and educational experience for
Ruby Falls customers from around the world.
Check out the You Tube video link which features Hugh Morrow: http://www.youtube.com/watch?v=ypFUr4nwrwA

WNS on the TODAY Show
TODAY | Aired on December 28, 2012

Wildlife experts fight to save bats from deadly fungus
State and federal wildlife experts are engaging in efforts to save bats from the white nose syndrome, a fungus running unchecked
through America’s caves, threatening the existence of bats from Canada to the Deep South. NBC’s Tom Costello reports.
http://video.today.msnbc.msn.com/today/50310493#50310493

War Eagle Cavern New Expansion
War Eagle Cavern on Beaver Lake in
Rogers, Arkansas reports that the largest
expansion of the cave since it was opened
to the public has just been completed.
With the engineering expertise of Roy Davis
and Steve Turner (along with their own
staff) over 300 tons of rock was drilled,
blasted, hauled and removed - creating a
100+ foot long, 8 foot high and 12 foot wide
tunnel to reach the first underground lake
beyond their current tour.
The expansion now adds a large rimstone
dam waterfall room, a 100+ foot long crystal
hallway beside a flowing stream, ending at
“Mirror Lake”, with views of several large
passageways beyond.
The staff then poured nearly 200 feet of
cement walkway, one bag at a time. The
project was completed with a new lighting
system that is amazing. The 45 12-volt
LED outdoor landscape lights are pulling
only 185 watts of power, and giving off
better, brighter lighting than any
conventional system.
Drilling a new tunnel inside War Eagle Cavern to reach the first underground lake past the current trail
Dennis commented while inspecting the
newly opened corridor, “We are working at
securing as much publicity as we can get – if you would like to see one of the TV stories go to 5NEWSOnline.com and do a search on
War Eagle Cavern (top right hand corner of their home page). They did a nice job, and will be coming back to do a follow-up when we
open for the season on March 9.

Also, War Eagle Cavern closely monitors a large bat population and the bat colonies are located far away from the blasting area. They
did some test blasting to make sure the bats were not disturbed, and even the few scattered eastern pipistrelle that were roosting close
by did not awaken during this process.
Our bookkeeper says we better make some money this year – just like every project, the actual costs were double what we projected!”

Dennis Boyer

Cave lighting Tip
Grand Caverns in Virginia has been in the process of changing their cave lighting to LED. The fixture
they are using can be used with existing 120v wiring. The website is http://www.rabweb.com/
According to Lettie Stickley at Grand Caverns, the self-contained fixture can be mounted on a post or
cave wall. She prefers the Bronze, 5W/3,000K LED for the warmer light it produces. The fixture is
rated for indoor/outdoor.

Steve Thompson Named Business Person of the Year
Don't think bringing the National Caves Association annual convention has the
Lake of the Ozarks area excited? They are so excited that Steve Thompson had
the pleasure of being selected as the "Business Person of the Year for 2012" by
the Lake of the Ozarks Regional Economic Development Council for bringing the
convention to town in 2013.
Congratulations Steve!! We are all looking forward to coming to Bridal Cave
and your great area this fall.
th

Steve also reports that on Sunday February 10 , Bridal Cave renewed wedding
vows for free in celebration of Valentine’s Day. 143 couples from four states and
some as far away as 200 miles came. Press coverage included a dozen radio
stations, six television stations and lots and lots of newspaper and online articles.
Here is a link to view the couples photographs:
http://lindseywebsterphotography.zenfolio.com/p75823241

ACKMA “Urgent” Request for Participation
Dear Colleagues,
I am putting together a paper on visitor numbers for the next Australasian Cave Karst Management Association conference in Waitomo,
New Zealand – there has been a notable decline in many areas and increases in others. As well as Australia I will be including some
figures from a few localities around the world – not many because I have not left myself much time as usual. And I have a lot of writing
on my plate!
What I would like to get if possible is actual annual visitor numbers for the past 5-10 years. If this is not possible due to “commercial in
confidence” or similar issues annual percentage increases or decreases would be useful. Longer annual number series would also be
appreciated if not too much trouble.
If you cannot or do not want to help please advise me!
Thanks in advance – hoping to see many of you at the ISCA conference at Jenolan Caves, Australia next year.
Cheers,

Andy
Andy Spate
Optimal Karst Management
P.O. Box 1011
Bentley DC
Western Australia 6102
Phone: +61 (0)407 293 301
Website: http://karstmanagement.com/
Email: aspate1@bigpond.com
NOTE: If you are able to help Andy out.... please send the information to him directly ASAP as he is on a deadline to complete this
project for presentation

ne of the first things tourists learn when going to one of our nation’s top cave and cavern destinations is that there’s a difference
between a cave and a cavern. A cave is any cavity in the ground that is large enough that some portion of it will not receive direct
sunlight. A cavern is a specific type of cave, naturally formed in soluble rock with the ability to grow speleothems, secondary mineral
deposit that takes on fascinating designs.
It’s no surprise then that gift shops at caves and caverns offer a wide variety of items dealing with rocks, minerals and fossils that would
make any enthusiast smile.
Penn’s Cave & Wildlife Park in Centre Hall, Pa., offers a 4,800-square-foot gift shop
featuring a host of interesting merchandise.
“The top products of our 2012 season were rock specimens and gemstones – rough,
tumbled and polished – although plush came in at a very close second,” Manager Terri
Schleiden said. “We are looking to expand our inventory of jewelry, apparel and rocks for
our 2013 season.”
The store makes sure to refresh the shelves throughout the season so returning
customers will always find something new.
“We rely heavily on our well-informed reps, and also try to attend several shows each
year in order to stay current with new and projected trends,” Schleiden said. “People are
always interested in the rocks, but if you have unique and eye-catching items beside
them, you can make a bigger sale.”
Whitney Henny, office manager of the 2,000-square-foot gift shop located inside
Cumberland Caverns in McMinnville, Tenn., finds ornaments and high-end jewelry to be
among the best sellers at the store.
“Our best seller is the gem kit where you buy a bag of dirt and you can sift it outside to
find gems,” she said. “We also offer a series of patches, which have been here for more
than 50 years, and our adventure groups that come back time after time enjoy these.”

The gift store at the Smoke Hole Caverns
burned down in 2009 and was replaced
with this 26,000-square-foot showplace. In
addition to cave souvenirs, the shop offers
hunting and fishing supplies, boots and
West Virginia-related items.

The store also tries to follow the latest trends and found success with an onyx diamond in
2011 and a marble turtle in 2012. Henny gets ideas for these items from the national gift show and by talking to sales managers at
other caves about what they are seeing.
April Islip, retail manager of Howe Caverns in Howes Cave, N.Y, found a great deal of
success in 2012 with the Magnetic Hematite also known as Sticky Stones.
“Hematite has a magnetic property that allows them to stick to each other as well as other
objects. If you toss two of them in the air close enough that they come together, they
make a buzzing or chirping sound that the kids have a lot of fun with,” Islip said. “The
spheres are inexpensive and attract both adults and kids of all ages. Bought in larger
quantities they can also be used to make jewelry and various items as you would maybe
use Legos.”
The souvenir shop is always looking for new items to freshen up and expand the variety
of merchandise it carries. Most recently it added Pennybandz bracelets and necklaces
that allow people to make jewelry out of their souvenir flattened pennies.

A bear-themed display at Penn’s Cave &
Wildlife Park in Centre Hall, Pa. “People
are always interested in the rocks, but if
you have unique and eye-catching items
beside them, you can make a bigger sale,”
the store’s manager said.

“Every year we reorder favorites as well as add some new items, always hoping to cater
to a wide variety of guests that may visit us,” Islip said. “In retail, it is sometimes difficult to
determine if a trend is worth investing in, but over the years you use your experience in
people’s buying patterns to determine if you want to give it a try. Other factors are how
much of the product the company is requiring you to buy and what the retail price point
would be in the store.”
Pam Good, manager of the gift shop at Skyline Caverns in Front Royal, Va., said the
shop did well with clothing items to keep people warm in the caves.“Our best seller for

2012 were hoodies. People generally don’t think to bring a jacket during the summer and spring and the cave temperature is 54
degrees, so they need a jacket,” she said. “Also, the salesman suggested a new color, paprika, which he said was very popular and it
truly was our most popular color. We had to reorder more hoodies three times during the peak season.”
In addition to the usual assortment of rocks, fossils, minerals, apparel, books and jewelry, Diamond Caverns, LLC in Park City, Ky.,
carries Kentucky handcrafts and locally-made items in its 1,200-square-foot store.
“We have a barbeque sauce made here that’s a big seller,” said Eric Helton, operations manager for the caverns. “The problem is that
although people want stuff made here, those items cost a little more, so we do try to balance in gift items that don’t have our name on
them and aren’t as location specific.”
Amethyst and agate sell well and the store ups its rock and mineral offerings every year.
“We find a lot of people – kids and adults – are interested in them and we always
increase that portion of the budget to allow us to bring in more minerals,” Helton said. “It’s
a souvenir that people will remember they bought at the caves.”
It’s hard to think about caves without thinking of the bats that lurk inside and souvenir
shops are savvy enough to supply their stores with plenty of bat-related items.
“There are bats everywhere in here. They are the symbol of the caves,” said Barbara
Loflin, lead staff, who helps run the gift store at the Grand Caverns in Grottoes, Va. “Still,
our top product is the mining helmet with the light on them, which makes the kids feel like
a real caver.”
As people leave the cave, they are staring right at a big postcard display and these are
also big sellers for the shop. As parents look through the postcards, children are
rummaging through the store looking at gems, toys and books.
“We offer items with photographs of formations from the cave, such as The Lilly Room or
the Bridal Chamber, rooms we are known for,” Loflin said. “We put them on key chains,
magnets and shirts.”
Ann Dunlavy, general manager of the 3,000-square-foot gift store at Lincoln Caverns and
Whisper Rocks in Huntingdon, Pa., said the gift store’s main focus is on rocks, minerals
and gift items.

A mineral display at Penn’s Cave & Wildlife
Park. “The top products of our 2012 season
were rock specimens and gemstones,
rough, tumbled and polished, although
plush came in at a very close second,” the
store’s manager said.

The store also carries a lot of bat merchandise as it does bat education at the caverns.
Items with the nocturnal mammals include books, stuffed animals, key chains, T-shirts and hats.
“About 60 percent of our business is educational programs for schools and scouts so we have a very kid-friendly gift shop,” she said.
“We carry a lot of rocks, minerals, jewelry made from natural items and plenty of items for people to learn about caves and geology.”
The store’s biggest seller – both volume-wise and dollar–wise – is a kit that allows people to pan for gems.
“We have a combo ticket that packages it with admission and I would say that 75 percent of those with kids will purchase this,” Dunlavy
said. “We also have a section with wildlife items from Pennsylvania, such as Whitetail deer and black bears.”
A group of managers from cave and cavern attractions all meet once a quarter to talk about products for the gift shops, and this helps
Dunlavy decide which merchandise to order in the future.
“We all work closely together to talk about what’s selling best and get some good advice from our peers,” Dunlavy said.
When the gift shop at Smoke Hole Caverns, Seneca Rocks, W.Va., burned down in 2009,
the owners decided to create a 26,000-square-foot gift shop offering cave souvenirs,
hunting supplies, fishing supplies, boots and West Virginia-related items.
“The one thing you won’t find is a bat,” said Jill Teets, gift shop manager. “We’ve tried
over the years, but no one wants any bat merchandise because our stuff is more upscale
and they can find something much nicer than a T-shirt with a bat on it.”
Big sellers include Montana Silversmith jewelry, Swan Creek Candles and John Deere
toys.
Four Tips for Attracting Guests to the Souvenir Store

Children’s apparel and gifts at Penn’s Cave
& Wildlife Park. The attraction’s 4,800square-foot store has something for
everyone, and the management will expand
its inventory of jewelry, apparel and rocks
in 2013.

Many cave and cavern gift shop retailers have the edge of both selling tickets from and exiting
guests through the store. Here are additional tips from shop officials on how to keep souvenirs
on the minds of customers during and after their visit to the main attraction:
• “The top tip I can give for attracting shoppers to the souvenir section is to have items
everyone recognizes and designs that catch the eye. You want a guest to see your shot
glass and say, ’I have to have to that forÂ my collection!’ ” - April Islip, Howe Caverns,
Howes Cave, N.Y.

• “We attempt to keep our popular Penn’s Cave logo branded items, which include mugs and magnets, within easy sight and reach of
our visitors. These are displayed close to our tour ticket counter and exit aisles.” - Terri Schleiden, Penn’s Cave & Wildlife Park, Centre
Hall, Pa.
• “Offer fair pricing and unique items that you won’t find at most department stores and that gets people interested.” - Barbara Loflin,
Grand Caverns, Grottoes, Va.
• Offer the panning for gems package with the ticket up front to ensure that people will spend some time in the gift store afterwards. Ann Dunlavy, Lincoln Caverns and Whisper Rocks, Huntingdon, Pa.
Featured in the January 2013 issue:

NCA Retail Committee Update
2013 Tennessee Gift Show Update
Big news for the IGES (Sevierville) team. They will have a second location this year in Pigeon Forge. From what I’m hearing it will be
just as big as the Sevierville Event Center. If you are planning on doing the Tennessee Gift shows give yourself plenty of time to see all
THREE shows. Dates: Sevierville and Pigeon Forge will be Nov. 5 – 9, 2013 and Smoky Mt. Gift Show (Gatlinburg) will be Nov. 5 – 8.
You can check out their websites for more details. I am not sure what night the NCA Buyers dinner will be yet. The restaurant,
Partridge & Pear has closed and they are looking for a different venue for us. Details will be coming.
2013 NCA Convention Vendor show
The vendor registration forms went out in January and we already have 4 vendors signed up! Two of the four are new vendors! A big
thank you to all of you that sent in vendor information. We sent out over 130 registration forms. The convention being in the center of
the country this year we are expecting a good vendor turnout!
Awareness Bracelets
Awareness bracelets are still available. There are only about 2,000 left so first come first served!
Penny Books
The NCA Penny books for your penny press machines are available. Please get with Bob Holt to order.
NCA Playing Cards
You can contact the printer at Impact Photographics 800-950-0110.
NCA’s Buyers Group
If you’re buyer does not belong have them sign up right away! It has proven to be a useful tool.
2013 NCA Convention
The 2013 NCA Convention will be in Lake Ozark, Missouri. The facility that will be hosting us, has plenty of room for a nice sized
vendor show! We are working hard to get as many vendors as possible. Please make plans to come in early and spend at least a
th
couple hours at the vendor show. The vendor show will be on Monday, Oct. 14 from noon to 6:00. Opening Reception will follow!
Have a wonderful spring!!

Claudia
Claudia Yundt
Retail Committee Chair
claudia@squireboone.com

From Deep Down in the Archives… Timeline 1974

.
The 1974 NCA Convention was held at Ohio Caverns

Left to right is the new Association president, H.L. (Andy) Anderson, Lake Shasta Caverns; Max Evans of Ohio Caverns who hosted the
convention; and Carl Gibson of Ruby Falls, the outgoing president.
Also elected were Roy Davis of Cumberland Caverns, Vice-President and Barbara Munson Secretary/Treasurer.
The Association was hosted by Mr. & Mrs. Marion Smith, owners of Ohio Caverns, and their son-in-law and daughter, Mr. & Mrs. Max
(Vivian) Evans.
DON’T FORGET… We Need Your Help!! The History Committee is looking for your old photos and stories so we might put them to
th
good use when we celebrate our 50 Anniversary in 2015. The Committee wants to scan your material for our commemorative book
and video that we plan to produce. Contact us before you get too busy this season!

Steve Rawlings stever@mercercaverns.com
Bob Holt bob@cavern.com
History Committee

National Cave and Karst Research Institute Conference Invitation
Dear Friends,
th

The 13 Multidisciplinary Conference on Sinkholes and the Engineering and Environmental Impacts of Karst will be held in Carlsbad,
New Mexico, on 6-10 May 2013. We have already accepted dozens of excellent papers, designed several insightful short courses, have
scheduled four outstanding special invited speakers, and are preparing what is one of the most unique and fascinating field trips of this
conference series.
For information about the conference and to register, go to https://sites.google.com/site/sinkholeconference2013/. While sinkholes are
the major theme, since 1984 this conference series has been the greatest forum on karst engineering, geotechnical, water resource,
and other environmental management issues. Participation is always international and includes several papers this year from China. To
see a sinkhole in China which recently swallowed a 3-story building, visit http://m.csmonitor.com/Science/2013/0129/Sinkholeswallows-building-complex-in-China. This conference series has been instrumental in reducing such incidents, and I look forward to
seeing you there to improve the science and prevent even more collapses.
Please share this message with anyone you think may be interested.

George
George Veni, Ph.D.
Executive Director
National Cave and Karst Research Institute

Mark Your Calendar!













th

The 13 Multidisciplinary Conference on Sinkholes and the Engineering and Environmental Impacts of Karst 2013,
Carlsbad, New Mexico, May 6 - 10, 2013
International Congress of Speleology 2013, Brna, Czech Republic, July 21 - 28, 2013
NSS Convention 2013, Shippensburg, Pennsylvania, August 5 - 9, 2013
NCA Convention 2013, Host: Bridal Cave, Lake of the Ozarks, Missouri, October 13 - 18, 2013
IGES/SSS 2013, Sevierville & Pigeon Forge, Tennessee, November 5 - 9, 2013
IAAPA 2013, Orlando, Florida, November 18 - 22, 2013
Tucson Gem and Mineral Shows 2014, Tucson, Arizona, February 1 - 16, 2014
NCA Mid-Winter Board of Directors Meeting, Renaissance Airport Hotel, St. Louis, Missouri, March 3 - 5, 2014
NCA Convention 2014, Host: Cave of the Winds, Colorado Springs, Colorado, September 28 – October 2, 2014
NSS Convention 2014, NSS Headquarters, Huntsville, Alabama, July 14 - 18, 2014
International Show Caves Association Congress 2014, Jenolan Caves, New South Wales, Australia, November 2 - 8, 2014
IAAPA 2014, Orlando, Florida, November 17 - 21, 2014

Got News?
Please make sure you let Bob Holt know when you have news to share with the membership regarding you and your cave. It is the goal
of the NCA office to produce more issues of Cave Talk and this can only happen when you help with the sharing of your news. Please
send your articles, photographs to bob@cavern.com.
April 2013 Cave Talk Deadline
Please have all articles to Bob Holt no later than March 15. Thank you.

